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Calmentor 
Day at the Gallery 

August 27, 2015 

11:30 to 12:00  Registration  

12:00 to 1:30 Lunch presentation 
by Caltrans’ Rebecca Boyer 

1:30 to 2:30 Session 1 

2:30 to 3:30 Session 2 

3:30 to 4:30 Session 3 

5:00 to 6:30  Happy Hour 

 Calmentor Day at the Gallery 
Autodesk has been a proud sponsor of the Calmentor North Region Program since 2013.  This year 
Autodesk will be hosting an all day workshop with a tour at the Autodesk Gallery in downtown San 
Francisco.  The Autodesk Gallery which has been named a top destination by Wired magazine and the 
San Francisco Chronicle, features more than 20 exhibits, including original works by Lego, Mercedes-
Benz, Nike and more.  Attendees will have the opportunity to meet with Autodesk developers and find 
out what the latest technology has to offer as we move toward software products that support 
Building Information Modeling (BIM) workflows and how to respond faster to changes with improved 
reliability.   

Start your day at the Gallery with a Tour(registration separate) and attend one or all 3 of the 
following sessions: 

Imagineering:  Autodesk Product line overview specifically for 
planners and designers focused on transportation 
This session would be devoted to InfraWorks 360.  It would 
highlight how InfraWorks can be used for conceptual design and 
visualization.  We would walk through the Road Design, Bridge 
and drainage modules. We would also explore moving design 
data to Civil 3D where it could be finalized and returned to 
InfraWorks to update the visualizations. 

UBER Collaboration: 6 degrees of Separation?  Not anymore.  
New design tools to bring projects and people closer together 
This session would look at project collaboration workflows.  
Would explore moving infrastructure design data from InfraWorks 
to Civil 3D, moving an architectural design from Revit to Civil 3D, 
moving GIS data from ESRI shape files into Civil 3D – likewise we 
would explore moving this data back to InfraWorks.  We will also 
review our data converters that allow us to leverage (or create) 
native Bentley design data.  Along the way we would talk about 
Autodesk cloud services such as A360 and A360 team and our 
Ipad/iphone apps. 

Project Delivery:  From Concept to Design to Construction.  Means and methods to enhance 
workflow processes to reduce project delivery timelines and to increase workgroup productivity.  
This session would explore how transportation designs begin at a conceptual level in InfraWorks, move 
to Civil 3D for final design, and then move to Navisworks for Constructability analysis and staging.  We 
would also look at our BIM 360 tools (and mobile apps) to move the transportation model to the cloud 
where all stakeholders can review, analyze, and collaborate in real time. 

 

 

  
Register by August 20th 

Sessions & Lunch 
https://www.eventbrite.com/e/calmentor-day-at-the-gallery-tickets-17596939921 

Ambassador Tours of the Gallery Registration: 
https://www.eventbrite.com/e/ambassadors-tour-of-the-gallery-tickets-17941517562 

https://www.eventbrite.com/e/calmentor-day-at-the-gallery-tickets-17596939921
https://www.eventbrite.com/e/ambassadors-tour-of-the-gallery-tickets-17941517562
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Just like every sports team has a coach on the sideline, analyzing the game, changing players and tactics, motivating and guiding, every business needs a mentor for similar reasons.

Business mentoring - every business needs an outside support to help analyze the business, guide their general direction and provide outside knowledge and motivation.

A recent study found that only 2% of people are capable of working without supervision so most business owners need somebody to help guide them.

1. An outside perspective - 'can't see the wood for the trees' is an old expression which sums up why business owners need a mentor. When we're in the business every day doing the work it's difficult to step back and take the helicopter view of how things are going. A business mentor can come in and analyze the business as they are not involved every day. They can spot things that the owners cannot see (a bit like never being able to see the salt that's right in front of you on the dinner table).

2. Accountability - the main steps in mentoring are to identify the issues/areas to improve, put a plan in place and ensure that the plan is implemented. Most mentor assignments that I take on with clients last 3-6 months. Putting a plan in place is the easier part of this process. Making sure the changes are made can be a bigger challenge. This is where the mentor plays a key role as the business owner gets 'homework' to do and knows that the mentor will be along again soon to review this work.

3. Expert knowledge - most owner/managers worked in the business as an engineer or architect before starting their own business. They will have picked up other skills along the way but there may be some gaps in their knowledge. Many mentors will have experience of finance, sales, marketing, strategy, HR etc. so they can help plug any knowledge gaps that the owner may have.

4. A second opinion - quite often business owners know what to do or have a good idea of the next step but they are not 100% convinced that it's the way to go, so they don't proceed. Discussing it with a mentor often helps them realize that it's the right move and it gives them the confidence to go ahead. Being in business can be a lonely place and it may be difficult to discuss things with staff or a partner or friends.

· Mentoring CornerMentoring Corner

5 Reasons Why Every Business Needs a Mentor

by Neil M O’Brien



· Mentor Protégé Corner

· Upcoming Events/Workshops

· Articles

· Letter from the Co-Chair

· Calendar of Events

[image: ]

5. Motivation - especially in tough economic times, it can be difficult sometimes to keep motivated. Part of the role of a mentor is to encourage the owner, highlight the positives and reassure them that they have a great business. This can be invaluable support for any business owner.

Neil O'Brien has mentored over 400 businesses in the last 10 years.  Article Source: http://EzineArticles.com/7074094
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		2015 Mentor/Protégé Firms



		Alfred Engineering

		LANTEX Inc.



		APEX Civil Engineering

		MRPE Incorporated



		Area West Environmental

		Pacific Watershed



		Bargas Environmental

		Parsons Brinkerhoff



		Caltrop

		Remedy Engineering



		CS Consulting

		RMM Environmental Planning



		Drake Haglan & Associates

		Sapper West



		Ecorp Consulting

		SHN Engineers & Geologists



		Ghiradelli

		The Hanna Group



		Grass Roots Environmental Green Valley Consulting 

		TRC Consultants

TYLIN International



		J House Environmental

		Unico



		Veridico

		Watercourse Engineering, Inc.



		Whitchurch Engineering

		



		

		





70%

70% of our Mentor Firms in the North Region are actively mentoring local small businesses.  

We currently have mentors available!

		

		

		





9/55/100%

9% of our firms are Disabled Veteran Business Enterprise’s, 55% are Disadvantaged Business Enterprises, and 50% are women owned businesses.   

We offer workshops to assist all of our member firms.






Currently Paired Firms

Mentor	Protégé 

Caltrop	Bargas Environmental

Caltrop	Pacific Watershed

TRC Consultants	SHN Consultants

TY Lin	APEX Civil Engineering

Mentor Protégé Corner










The Benefits of Calmentor

Mike Schaaf, PE

Area Manager

CALTROP

Let me start by encouraging any firm or individual to join the program in effort to gain not only professional benefit, but also personal reward and friendship along the way. What is “Calmentor” and what can the program do for you ? In general, the genesis of the program is to have a forum (which is sponsored by Caltrans statewide) to help foster business relationships by furnishing education, training, networking opportunity and support within an established, safe and goal-oriented environment. This systematic approach and learning environment effectively functions whether you are a Mentor or Protégé in the program.    

One of the greatest, yet simplest benefits that can be gleaned from the Program is that Mentors or Protégés who actively participate can enhance their business relationships, knowledge and ability to market themselves more effectively. This is true whether for Caltrans opportunity or other. In a nutshell, the Program provides you the tools necessary to increase your business savvy, administrative and marketing abilities and knowledge as to how to better increase your business potential and opportunity.





[image: ]The goals and objectives of the Calmentor Program is quite simple in effort not only provide education and business training that cannot be found elsewhere, but also provides opportunity to increase your capabilities. In addition, the Program provides an arena for the A&E community to develop and promote new business opportunities whether for small and large firms, and yes, for Mentor or Protégé firms! 

So how do we achieve this partnership of learning and opportunity ability through the program you ask? An MOU is established outlining what we call SMART Goals as well as what the Protégé firm feels are either their weakness points or where they could really use some help in mastering various business related matters such as accounting principals, networking, resume writing, marketing, etc. In general, it works like this:

Mentor Firm:  An established A&E firm that is willing to commit time and experience in an effort to help foster smaller or disadvantaged firms achieve their potential and comfort level of growth. 

Protégé Firm: Generally a small or disadvantaged business that is looking to increase its’ growth potential in the A&E or transportation marketplace.







As a Mentoring firm in Districts 3, 4, 6, 7 and 8, CALTROP has enjoyed our participation in 

the program and helping smaller and/or disadvantaged firms learn and grow their business models. As a case in point, we have recently participated in the graduation per se of two of our Protégé firms (Green Valley Engineering and VSCE) who have gone on to having the confidence and ability to seek opportunity as a prime consultant. We have also successfully teamed on several occasions with our Protégé partners such as Holdrege-Kull, Pacific West, VSE, etc.  However, aside from all the above, one of the most important and rewarding aspects of the program is the building and maintenance of relationships which remain to this day. The Program does work…..




ACCOUNTING ESSENTIALS FOR A&E FIRMS

After the first of the year and before tax time, Calmentor North Region hosted an accounting workshop focused on developing FAR compliant rates.  Natalie Myers, a partner with Campbell Taylor & Company and National Highway Institute trained Certified Public Accountant put together an excellent presentation.  This interactive workshop was attended by 30 individuals representing 20 local firms and  included Caltrans staff from the Department of Procurement and Contracts, as well as Consultant Services Unit.   

Based on survey results, the workshop course provided valuable information dealing with a subject that many firms in the industry are currently struggling with.  Having both large and small firms in the room with Caltrans contract management staff to contribute to the discussion gave attendees a 360 degree perspective on the subject.









Attendee Comments:

· Great basic over view that highlighted the 'gotchas'

· The speaker was very knowledge as were those who assisted.

· [image: ]This session should be offered more than once. It is very helpful to everyone involved in the program.  



Thank you to Natalie Myers and Caltrans staff for participating in this workshop.  This workshop was clearly a success and we certainly hope to offer this workshop again at a later date.













Presented by:

[image: ]

Natalie R. Myers Partner from Campbell, Taylor & Company. 



WHAT TO BRING? 



COME WITH YOUR PROFIT AND LOSS STATEMENT AND A TRIAL BALANCE



 AND



LEAVE WITH YOUR FIRMS OVERHEAD RATE















Resources

Accounting



AASHTO Uniform Audit & Accounting Guide


http://audit.transportation.org/Documents/UAAG-3%20FINAL.pdf

DCAA (Defense Contract Audit Agency) Contract Audit Manual

Internal audit and accounting staff

Independent CPA

 FHWA Procurement, Management, and Administration of Engineering and Design Related Services - Questions and Answers - http://www.fhwa.dot.gov/programadmin/172qa.cfm#q01

National Compensation Matrix - http://audit.transportation.org/Documents/2012_National_Compensation_Matrix(FINAL 5-7-12).xls 



National Highway Institute (NHI) Training:

http://www.nhi.fhwa.dot.gov/default.aspx

Using the AASHTO Audit Guide for the Procurement and Administration of A/E Contracts (FHWA-NHI-231028)

Using the AASHTO Audit Guide for the Development of A/E Consultant Indirect Cost Rates (FHWA-NHI-231029)

Using the AASHTO Audit Guide for the Auditing and Oversight of A/E Consultant Indirect Cost Rates (FHWA-NHI-231030)







[image: ] Calmentor Day at the Gallery

Autodesk has been a proud sponsor of the Calmentor North Region Program since 2013.  This year Autodesk will be hosting an all day workshop with a tour at the Autodesk Gallery in downtown San Francisco.  The Autodesk Gallery which has been named a top destination by Wired magazine and the San Francisco Chronicle, features more than 20 exhibits, including original works by Lego, Mercedes-Benz, Nike and more.  Attendees will have the opportunity to meet with Autodesk developers and find out what the latest technology has to offer as we move toward software products that support Building Information Modeling (BIM) workflows and how to respond faster to changes with improved reliability.  

Start your day at the Gallery with a Tour(registration separate) and attend one or all 3 of the following sessions:

Imagineering:  Autodesk Product line overview specifically for planners and designers focused on transportationCalmentor

Day at the Gallery

August 27, 2015

11:30 to 12:00 	Registration 

12:00 to 1:30 Lunch presentation by Caltrans’ Rebecca Boyer

1:30 to 2:30	Session 1

2:30 to 3:30	Session 2

3:30 to 4:30	Session 3

5:00 to 6:30 	Happy Hour



This session would be devoted to InfraWorks 360.  It would highlight how InfraWorks can be used for conceptual design and visualization.  We would walk through the Road Design, Bridge and drainage modules. We would also explore moving design data to Civil 3D where it could be finalized and returned to InfraWorks to update the visualizations.

UBER Collaboration: 6 degrees of Separation?  Not anymore.  New design tools to bring projects and people closer together

[bookmark: _GoBack]This session would look at project collaboration workflows.  Would explore moving infrastructure design data from InfraWorks to Civil 3D, moving an architectural design from Revit to Civil 3D, moving GIS data from ESRI shape files into Civil 3D – likewise we would explore moving this data back to InfraWorks.  We will also review our data converters that allow us to leverage (or create) native Bentley design data.  Along the way we would talk about Autodesk cloud services such as A360 and A360 team and our Ipad/iphone apps.

Project Delivery:  From Concept to Design to Construction.  Means and methods to enhance workflow processes to reduce project delivery timelines and to increase workgroup productivity. 

This session would explore how transportation designs begin at a conceptual level in InfraWorks, move to Civil 3D for final design, and then move to Navisworks for Constructability analysis and staging.  We would also look at our BIM 360 tools (and mobile apps) to move the transportation model to the cloud where all stakeholders can review, analyze, and collaborate in real time.

Register by August 20th

Sessions & Lunch

https://www.eventbrite.com/e/calmentor-day-at-the-gallery-tickets-17596939921

Ambassador Tours of the Gallery Registration:

https://www.eventbrite.com/e/ambassadors-tour-of-the-gallery-tickets-17941517562







 


Environmental Bootcamp for Project ManagersCALMENTOR

NORTH 

REGION 

WORKSHOP



DATE AND TIME

WEDNESDAY

JULY 22ND 

8:00AM – 12:30PM



LOCATION

CALTRANS

FARMERS MARKET PLAZA 1, ROOM 520





Join us for this half day workshop specifically for project managers focused on an overview of Caltrans environmental procedures and CEQA updates.  This will be an interactive workshop focused on recent procedural changes related to Senate Bill 743 and Assembly Bill 38.  Learn about recent developments and exchange ideas about handling key issues during the environmental review process to keep your project on track.

Our presenters:

Aimee Dour-Smith, Senior Project Manager at Area West Environmental, Inc., has more than 20 years of experience managing environmental impact documents for complex transportation, energy, water supply, and flood control projects in northern California. She has trained federal, state, and local agency representatives in CEQA and NEPA compliance through UC Davis and UC Santa Barbara Extension and has conducted training in Federal Highway Administration (FHWA) and Caltrans Local Assistance environmental compliance procedures throughout California as part of a UC Berkeley Institute for Transportation Studies (ITS) team. She provides clients with compliance assistance under CEQA, NEPA, the Clean Water Act, state and federal Endangered Species Acts, Section 106 of the National Historic Preservation Act, and Section 4(f) of the Department of Transportation Act of 1966. 

Ronald Milam, Director of Technical Development at Fehr & Peers, AICP, PTP is a Principal with Fehr & Peers actively involved in big data research, VMT analysis, multi-modal performance measures, and land use/transportation interactions. In addition to consulting and research, he teaches a course for the UC Davis Extension Program entitled, "The Intersection between Transportation and Land Use" and served on the Transportation Research Board(TRB) Special Committee for Travel Forecasting Resources. Ron has an extensive background in travel demand model development and applications, traffic operations analysis, micro-simulation modeling, and transportation impact studies involving NEPA and CEQA. He has also published papers on a wide variety of transportation planning and traffic engineering topics and received recognition for his work that includes the Institute of Transportation Engineer’s (ITE) National Past President’s Award and best paper honors at the TRB Conference on Planning Applications.

Lisa Westwood, Cultural Resource Manager at ECORP Consulting, Lisa Westwood, Cultural Resource Manager at ECORP Consulting, MA, RPA is a Registered Professional Archaeologist with 20 years of experience in cultural resources management. She serves as Cultural Resources Manager for ECORP Consulting, Inc. in Rocklin, designing and carrying out cultural resources investigations and programs to support Section 106 NHPA consultations and environmental review under CEQA. Building upon her expertise in archaeology and cultural resources law, and her experience in CEQA/NEPA, permitting, and tribal consultation, her professional focus is on cultural resources policy and the negotiation and development of cultural resources compliance strategy for large specific plans, residential developments, and public sector projects. She is also a member of the Department of Anthropology faculty at California State University-Chico and Butte College.

[image: ]Handbook for Forest, Ranch & Rural Roads by Tom Leroy, PG 

Business mentoring is typically described as a more experienced organization providing guidance to the less experienced. However, protégé businesses often have specialized, unique skills and experience that can be transmitted to the benefit of the mentor in much the same way. Calmentor protégé Pacific Watershed Associates (PWA) has, over the last 25 years, developed a strong niche business in the field of watershed and fisheries habitat restoration in the Western United States. 

Composed of geologists, hydrologist, biologists, and engineers, PWA’s reputation quickly spread nationally through the development and publication of protocols for erosion and sediment control in wildland watersheds. Roads have been identified by the EPA, State Water Resources Control Board (SWRCB), NOAA Fisheries and California Department of Fish and Wildlife as the most important contributor to impaired water quality in California’s salmon-bearing watersheds. PWA’s handbooks, manuals and protocols have been adopted as state-of-the-practice by many regulatory agencies in California, and the techniques have spread to other states.

PWA, under contract with the SWRCB and the California Department of Forestry and Fire Protection (Calfire), and in cooperation with the Mendocino Resource Conservation District, just published the 2014 Handbook for Forest, Ranch and Rural Roads, a greatly expanded update to their acclaimed 1994 Handbook for Forest and Ranch Roads. This new 406 page handbook is an educational and teaching resource about common rural road problems, their impacts on streams and water quality, and the various tools that are available to reduce environmental impacts while providing for lower maintenance and lower cost wildland roads. The information in this Handbook is equally valuable for large or small landowners, for those responsible for resource conservation and protection, and for anyone who is interested in learning about the relationships between wildland roads and the environment.

The Handbook is a practical guide describing all aspects of rural and forest road management. It is divided into eight chapters: 1) Watershed processes, road impacts, and permitting requirements for road work; 2) Planning and layout of roads; 3) Field reconnaissance and route selection; 4) Road and stream crossing design; 5) Construction; 6) Reconstruction and road upgrading treatments; 7) Road inspections and maintenance techniques; and 8) Roads closure and decommissioning. The reference section includes technical literature and citations used in the text, plus a glossary of terms. Appendices cover several technical topics in greater detail, including culvert sizing, curve design, and culvert length calculations. Calfire road rules for all road-related operations on California Forest lands are also included.

In contrast to the 1994 Handbook for Forest and Ranch Roads, this updated version has been developed to be broadly applicable to other regions and other countries where road design and management may not be so protective of water quality and natural resources. Thus, the 2014 Handbook for Forest, Ranch and Rural Roads has also been published in Spanish, to easily extend its application to areas such as Central and South America, as well as for Spanish speaking residents of this country. Spiral bound hard copies of the full color handbook are available from the Mendocino Resource Conservation District ((707) 462-3664) or by emailing ursula.butler@mcrcd.org. The Handbook is also available electronically (PDF format; full copy or chapter-by-chapter) free of charge on Pacific Watershed Associate’s website at http://www.pacificwatershed.com/PWA-publications-library.

High Performance Teams:  Organizing a Large Scale Project

By Tad Widby, Parsons Brinckerhoff

Assume for the moment you are handed the assignment to create an approach to performing a multi-billion dollar program.  What would you do?

This happens more often than one might think.  Think of the space program, a large metropolitan area’s transit program, upgrading urban water and sewer systems, modernizing the electric power transmission systems, and major military missions.  How are these programs created and delivered?

While there are entire libraries devoted to the topic, here are some “Ready, Set Go” lessons learned from various industries.  

Lesson learned #1:  Understand the purpose

Only by understanding why something is needed can you develop an approach that will lead to success.  The person who sees the water system upgrade as being fundamentally about replacing pipes is likely to miss what may become the key measures of success.  The community may be more interested in reliability and reducing long term costs than the immediate cost of the new pipes.  And, in exploring the purpose, the leader will better understand the stakeholders and what it will take to achieve success.

High performance teams have a common and appropriate understanding the project purpose, i.e., each is on the same page.  This is not easy and it is seldom accomplished in one meeting.

What to watch out for:  Statements of purpose that focus on the details and ignore the end-user

Lesson learned #2:  What is success

Just as understanding the purpose of the project is critical so is understanding how success will be measured.  When one thinks of the United States Space Program several measures of success were evident.  For example, “putting a man on the moon” and “beating the Russians to significant space exploration” were both commonly understood measures of success.  So, too, success had to be measured in minimizing risk, managing money well, and maintaining a strong and positive public image.  

A fundamental question is who measures success and what will be measured.  For the space program, the White House and Congress seemed to measure it in the terms described above (man on the moon and beat the Russians).  For the general public, success may have been more about pride, a sense of infallibility (although there were failures), and trust that the program was run well.

Questions we need to ask about success include:

1. What are the best measures of success?

2. Whose measurement of success counts the most?

3. How will we know what progress is being achieved and whether it is worthwhile?

The leader of your team and whoever stands as the sponsor of your team need to have good working relationships with the client decision-makers and those who will influence project decisions.  The most important question to focus on is:  What is success?  While the answer may seem obvious (e.g., get the project built), there are always project outcomes or factors that carry a great deal of weight.  

Success may be measured by getting the project completed on schedule, within budget, without disrupting the community, ahead of some related project, and/or, perhaps, done in a way that engages the local community positively.  A high performance team will understand those various measures of success and stand ready to address all of them.

What to watch out for:  Thinking the project can be defined simply and not considering the needs of different stakeholders



Lesson Learned #3:  Preparation has to be thorough -- Think of the team as a symphony 

Putting this in terms of Ready-Set-Go, getting the symphony to be wonderful requires all the same elements that a major project has. Those include:

· Preparation --- Think of understanding purpose and success

· Appropriate talent – Think of highly experienced musicians (or a team of planners, architects, engineers, constructors, financiers, and others)

· A plan – Think of a good musical score (or a good project design)

· Coordination – Think of rehearsal (or effective project communication)

· Execution – Think of performance

· Evaluation and feedback – Think of correcting miscues and replacing performers with others who fit the symphony better (Think of teams and individuals needing periodic change)

We are all familiar with these elements but when we look back at projects that went well or poorly, it is not always easy to spot the moments where one or more of these steps was much more critical than we thought.  Thinking these through from the beginning is critical.

In addition, it is important to have highly experienced people leading the effort and it is important to have some whose job it is to probe, prod, and poke holes in the overall plan.  Whether the leadership agrees or not is less important than exploring potential weaknesses or oversights forthrightly.  That step may involve some difficult moments but it is important that they happen at the outset rather than in the field when changes have become very costly.

What to watch out for:  Ready-fire-aim is an easy approach to take and conveys a sense of energy.  However, it can also lead to significant mid-course corrections.

Lesson Learned #4:  Execution with clear direction and continuing feedback builds strong teams (but only within the agreed upon framework)

High performance teams do not function well unless the leaders maintain clear communication, follow and update the plan, and provide useful and continuous feedback.  High performance can only be high if the right things are being done well and the client sees the value of the results.  The feedback needs to be focused on the project requirements and be provided continuously.  This requires the team leader and the client’s principal decision-maker to talk with each other frequently.  On large projects, issues about scope, schedule, budget, resources, and more arise frequently.  Those issues only become larger if not dealt with as they become evident (or when they can be anticipated).  When the team knows that communication is clear and healthy, the members can work with confidence.  

What to watch for:  Surprises, risks not managed well, and not having a method for dealing with significant changes are all warning signs that the team is not high performing.

There is no silver bullet for creating and managing high performance teams.  No two projects or teams are the same. No two leaders are the same.  However, staying focused on purpose, success, preparation, and execution are the mainstays of these teams.

About the author:  Tad Widby is a Senior Vice President of Parsons Brinckerhoff with 45 years of experience in urban and regional planning, transportation planning and operations, and program delivery.  
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As a member of the North Region steering committee for the past three years, I have seen tremendous growth for the program.  With 13 program sponsors, 7 mentor firms and 19 protégé firms we have a lot of resources.  Calmentor North Region is one of 5 regional programs throughout the state.  Each regional program has very different demographics with unique challenges that benefit from local knowledge.  Our North Region program which covers Districts 1, 2 and 3 covers the entire upper Northern part of the state and is home to the state capitol and 21 primarily rural counties with important centers of business, agriculture, tourism and vital links for interstate commerce.    

As Co-Chair of the Calmentor North Region program for the past two years, I have had the pleasure of working closely with Caltrans staff and the Calmentor North Region steering committee members to develop a program to meet the needs of our industry.  When I first started my business back in 2003, I thought it would be a break from commuting and an opportunity to once again challenge myself and learn new things.  Finding resources to help build a better understanding of the business side of our industry was a difficult task.  The advantage of the Calmentor program is that all parties are at the table singularly focused on transportation.  Calmentor is specifically designed to support the growth of small A&E businesses in the transportation marketplace.  As a small business owner, I have often struggled alone late into the night with proposals, forms and technical issues and having a mentor has made a tremendous difference.  Many of the challenges are faced universally by both small and large firms, so our program is also positioned well to benefit our industry at large.  

In our first Newsletter you will find resources, advice and news about upcoming events in the North Region.  Thank you to all who contributed because I believe you represent why this program is so successful.

Looking forward to seeing you at our next Calmentor North Region event!

Warm regards,

Patricia Preston

Principal Owner

APEX Civil Engineering 



2015 Calmentor North Region Steering Committee

Millard Totman, Caltrans, Co-Chair

Patricia Preston, APEX Civil Engineering, Co-Chair

Becky Rozumowicz, Area West Environmental, Special Events Committee Chair

James (Mike) Schaaf, Caltrop, Recruitment Chair

Ravi Narayanan, Parsons Brinkerhoff, ACEC Liaison

Blake Hinman, Lantex Landscape Architecture

Sandy Wong, Wood Rodgers, Pairings/MOU’s

Susan Fenrich, the Hanna Group

Debra Lilly, Grass Roots Environmental



Caltrans Small Business Liaisons
Matthew Philp, District 1

Rebecca Alexander, District 2

Rochelle Jenkins, District 3



Administrative Assistance

Ellen Roebuck

Carole McCoy
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		Calmentor North Region

Newsletter



For more information, please visit our website:



www.dot.ca.gov/dist3/calmentoring/calmentor.htm


or 

contact  Carole McCoy at (530) 741-4083

carole.mccoy@dot.ca.gov



Join us on LinkedIn:

Calmentor North Region
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Thank you to our 2015 Program Sponsors!!

[bookmark: OLE_LINK3][bookmark: OLE_LINK4]Alta Vista Solutions  Inc.

Area West Environmental

Autodesk

Caltrop

Ecorp Consulting

Ghiradelli & Associates

Holdrege & Kull

Mendoza & Associates

Psomas

The Hanna Group

TRC Consultants

TY Lin International

Wood Rodgers

		



		

		

		

		

		





[image: ]

image1.jpeg



image2.jpeg



image3.jpeg



image4.jpeg



image5.png



image6.png



image7.jpeg



image8.jpeg



image9.jpg



image10.png



image11.png





CALMENTOR NORTH REGI



ON



 



NEWSLETTER



 



Issue 



May 2015



 



 



1



 



 



 



 



Calmentor 



North Region



 



Newsletter



 



28



-



Jul



-



15



 



 



 



 



 



BREAKFAST WITH CALTR



ANS



 



FEBRUARY 2014



  



 



 



IN THIS ISSUE



 



Just like every sports team has a coach on 



the sideline, 



analyzing



 



the game, changing 



players and tactics, motivating and guiding, 



every business needs a mentor for similar 



reasons.



 



Business mentoring 



-



 



every business needs 



an outside support to help 



analyze



 



the 



business, guide their general direction and 



provide outside



 



knowledge and motivation.



 



A recent study found that only 2% of people 



are capable of working without supervision 



so most business owners need somebody to 



help guide them.



 



1. An outside perspective



 



-



 



'can't see the 



wood for the trees' is an old expression which 



sums up why business owners need a 



mentor. When we're in the business every 



day doing the work it's difficult to step back 



and take the helicopter view of how things 



are going. A business men



tor can come in 



and 



analyze



 



the business as they are not 



involved every day. They can spot things that 



the owners cannot see (a bit like never being 



able to see the salt that's right in front of you 



on the dinner table).



 



2.



 



Accountability 



-



 



the main steps 



in 



mentoring are to identify the issues/areas to 



improve, put a plan in place and ensure that 



the plan is implemented. Most mentor 



assignments that I take on with clients last 3



-



6 months. Putting a plan in place is the easier 



part of this process. Making s



ure the changes 



are made can be a bigger challenge. This is 



where the mentor plays a key role as the 



business owner gets 'homework' to do and 



knows that the mentor will be along again 



soon to review this work.



 



3. Expert knowledge



 



-



 



most owner/managers 



work



ed in the business as 



an



 



engineer



 



or 



architect before starting their own business. 



They will have picked up other skills along 



the way but there may be some gaps in their 



knowledge. Many mentors will have 



experience of finance, sales, marketing, 



strategy, 



HR etc. so they can help plug any 



knowledge gaps that the owner may have.



 



4. A second opinion



 



-



 



quite often business 



owners know what to do or have a good idea 



of the next step but they are not 100% 



convinced that it's the way to go, so they 



don't proceed.



 



Discussing it with a mentor 



often helps them 



realize



 



that it's the right 



move and it gives them the confidence to go 



ahead. Being in business can be a lonely 



place and it may be difficult to discuss things 



with staff or a partner or friends.
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-



Chair



 



-
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5. Motivation



 



-



 



especially in tough economic 



times, it can be diffi



cult sometimes to keep 



motivated. Part of the role of a mentor is to 



encourage the owner, highlight the positives 



and reassure them that they have a great 



business. This can be invaluable support for 



any business owner.



 



Neil O'Brien has mentored over 400 



b



usinesses in the last 10 years.
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IN THIS ISSUE 


Just like every sports team has a coach on 


the sideline, analyzing the game, changing 


players and tactics, motivating and guiding, 


every business needs a mentor for similar 


reasons. 


Business mentoring - every business needs 


an outside support to help analyze the 


business, guide their general direction and 


provide outside knowledge and motivation. 


A recent study found that only 2% of people 


are capable of working without supervision 


so most business owners need somebody to 


help guide them. 


1. An outside perspective - 'can't see the 


wood for the trees' is an old expression which 


sums up why business owners need a 


mentor. When we're in the business every 


day doing the work it's difficult to step back 


and take the helicopter view of how things 


are going. A business mentor can come in 


and analyze the business as they are not 


involved every day. They can spot things that 


the owners cannot see (a bit like never being 


able to see the salt that's right in front of you 


on the dinner table). 


2. Accountability - the main steps in 


mentoring are to identify the issues/areas to 


improve, put a plan in place and ensure that 


the plan is implemented. Most mentor 


assignments that I take on with clients last 3-


6 months. Putting a plan in place is the easier 


part of this process. Making sure the changes 


are made can be a bigger challenge. This is 


where the mentor plays a key role as the 


business owner gets 'homework' to do and 


knows that the mentor will be along again 


soon to review this work. 


3. Expert knowledge - most owner/managers 


worked in the business as an engineer or 


architect before starting their own business. 


They will have picked up other skills along 


the way but there may be some gaps in their 


knowledge. Many mentors will have 


experience of finance, sales, marketing, 


strategy, HR etc. so they can help plug any 


knowledge gaps that the owner may have. 


4. A second opinion - quite often business 


owners know what to do or have a good idea 


of the next step but they are not 100% 


convinced that it's the way to go, so they 


don't proceed. Discussing it with a mentor 


often helps them realize that it's the right 


move and it gives them the confidence to go 


ahead. Being in business can be a lonely 


place and it may be difficult to discuss things 


with staff or a partner or friends. 
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5. Motivation - especially in tough economic 


times, it can be difficult sometimes to keep 


motivated. Part of the role of a mentor is to 


encourage the owner, highlight the positives 


and reassure them that they have a great 


business. This can be invaluable support for 


any business owner. 


Neil O'Brien has mentored over 400 


businesses in the last 10 years.  Article 


Source: http://EzineArticles.com/7074094 
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